NADA c.n

PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant 0 Time bound
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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

o000

Increase YTD parts gross profit percentage from 33% to 36% by 12/31/2024.

How does this goal align with or support your dealer’s vision?

What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you?

R

Dealer would like to see parts gross at 35% or greater. Benefits of achieving this goal would
generate an average of $80,000 additional gross profit, therefore putting the parts
department net in the black for the year after the transfer to svc. This is an important goal for
me not only for additional gross to the bottom line, but keeps the parts department profitable
for the year. This allows for money to invest in newer bin systems, equipment, personnel,
etc.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Reduce discounts parts and svc 3% increase to 12/31/2024 |
advienre arnce L
Monitor 3611 report Parts Lower discounts 12/31/2024
narfarmance Mananer/Sarvice

L
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Consistently monitor DMS 3611 report daily in Reynolds & Reynolds to ensure discounts are

being reduced and gross profit is rising.

Potential Obstacles?

Advisors still trying to use discounts to
close sales on work orders or counter
tickets.

Selling parts over MSRP could present
an issue with our customers.

Potential Solutions?

Show advisors that discounts are being
monitored daily to ensure system is not
being abused.

Counsel customers on the benefits of
using OEM parts for repairs (nationwide
parts and labor warranty, etc.).

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

If sales match 2023 results, we should add around $80,000 gross profit by years end.

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits

that produced poor results? Be specific.

Stay committed to monitoring gross performance and hold each advisor accountable if goals
are not being met. Performance will be monitored daily and GM will be updated monthly.

©2020 National Automobile Dealers Association. All Rights Reserved.



	How does this goal align with or support your dealers vision: Increase YTD parts gross profit percentage from 33% to 36% by 12/31/2024.
	1: Dealer would like to see parts gross at 35% or greater. Benefits of achieving this goal would generate an average of $80,000 additional gross profit, therefore putting the parts department net in the black for the year after the transfer to svc. This is an important goal for me not only for additional gross to the bottom line, but keeps the parts department profitable for the year. This allows for money to invest in newer bin systems, equipment, personnel, etc. 
	SPECIFIC ACTION STEPRow1: Reduce discounts
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: parts and svc advisors
	EXPECTED RESULTRow1: 3% increase to gross
	EXPECTED COMPLETION DATERow1: 12/31/2024
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Monitor performance
	NECESSARY RESOURCESRow2: 3611 report
	WHO IS ACCOUNTABLERow2: Parts Manager/Service Manager
	EXPECTED RESULTRow2: Lower discounts
	EXPECTED COMPLETION DATERow2: 12/31/2024
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: 
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Consistently monitor DMS 3611 report daily in Reynolds & Reynolds to ensure discounts are being reduced and gross profit is rising. 
	A_2: Advisors still trying to use discounts to close sales on work orders or counter tickets. 

Selling parts over MSRP could present an issue with our customers. 
	A_3: Show advisors that discounts are being monitored daily to ensure system is not being abused. 

Counsel customers on the benefits of using OEM parts for repairs (nationwide parts and labor warranty, etc.).
	R: If sales match 2023 results, we should add around $80,000 gross profit by years end.
	S: Stay committed to monitoring gross performance and hold each advisor accountable if goals are not being met. Performance will be monitored daily and GM will be updated monthly. 
	Check Box33: Off
	Check Box34: Off
	Check Box35: Off
	Check Box36: Off
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


